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What About “Trading Stamps”?

There has been considerable disc Lss1on among t!
lmsnu«\rr;- nin !fll.' area as to f]l L1 f-}.'.-ll__‘_ 1# 1!1!9 }1,r.,|1.:
tion. They have even appeared before the city counci!
to ask them to pass an ordinance, lice nsing trading stamps
—and in effect—shutting the door on trading stamps in
Brookings.

l“ir.\l‘ In't 1S r\pl.ii!] our Iuml!rrll on trad m st unps
We are not in favor of them. We think l}l.n perhaps
there was some merit in them at first, as a gimmick to
bring new business into the store.  We believe in promo
tional devices, and as such the trading stamp idea wasn’t
too bad.

But like many another good idea the thing was
worked to death. Competitive trading stamp companies
saw that they had a good thing, and more and more types
came on the market. There are, in fact, four different
kinds of stamps in Brookings today. There are stamps
that you can trade for merchandise, and there are stamps
that you can get a cash refund from.

And, because of the competition, both the consumer
and the merchant are getting the raw end of the deal,
whether Ihcy realize it or not.

Here is the way it works. A store puts in stamps,
and then has to increase his colume of business, or has

to raise his prices to pay the additional cost for the stamps. |
That is logical. No businessman can afford to take the |

cost of the stamps out of his own poc ket.

Certainly the first business to handle stamps increased
their dollar colume.  But then, alas, his competitor saw
that he was losing customers, and then he too had to
put in stamps. And then the third competitor had to
he had very little choice—put in a different type of stamp.

Now, what does this all mean to the average shopper.
Obviously all three businesses can’t expect their volume
to increase. And yet, somebody has to pay for the
stamps. Guess who?  The merchants may take less of a
profit—so in the long run he loses, but its stll so very
obvious that the purchaser has to pay for those stamps.

So who loses—both the businessman and the consumer. |

Other things are also important.  First, it has been |
estimated by businessmen groups that approximately |
$60,(X)0 a year goes out of town to these various stamp |

companies—who contribute nothing to the town in re’
turn. ‘This $60,000 could pave plenty of streets, or build

build several classrooms, or be used to put a small boat |
. ~ . s 4
basin on the Crecto or any number of things. But no, it

goes out of town and its gone. Gone forever.
Also the businessman pays for the stamps, and then

gives them to his customers. If the customer tears them |

up as he leaves the store, or if he sticks them in his shirt,
or his desk drawer, the merchant still pays the stamp
company for them. The estimates on stamps redeemed
range from forty to sixty percent. This is a complete loss.
t  Businessmen also are well aware of the clerk hours
that are spent tearing off stamps. This is a loss to the
merchant that can never be regained.

Businessmen also know that many stamps are re-
deemed for merchandise, such as toasters, radios and the

like. Here again, the merchant is the loser, because if |
the customer gets a toaster via the stamp plan he is not |

in the market for another toaster in a local store.

We write all this at the risk of hurting: 1. Plenty of
people who like to save stamps. 2. Merchants, and adver
tisers who think stamps are a good thing, and 3. Stamp
companics

We write all this because this is the way we feel, and
we've got the guts to come out and sav 1t

However, at the nisk of Ilm:1‘1 r a tourth group those
merchants that want to ¢ ret rid of sta nps, we want to sav

one thing further We don't think that 1t should
\l'llltl Th‘ l:H‘!h' Il'.‘.u'.l'_'}: '.}i' Cily .1-'!11\|'! \\-\- t‘_ppl\ fl-__;’
it isn't within the realm of city council legislation to re
strict any ty pc of a stamp | | It 1s discriminat Iy, ang
U'II\U;'.‘_:".'.\ W are opposed

It seems to us that the businessmen wl g
B » Sl RN TR - T e I
aI'C COStiy and valucicss . (ot { on

1N tWO wavs Just tell
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through paying — or by uniting in a common front B k' I Mike left Wednesday for Port.
through a businessman’s group, uu] get nid of stamps roo‘,'ngs_ tems Mrs. Viola Seh . T
collectively. B b .'}.:--_:1"._'\-'. . Sadnear Mrs, Zirbar of Walla Walla wha.
We at the Pilot have said our piece. We would wel- | oo ,.-}‘_.[."_,",,: e | opgopes wore b b o R
come letters cither pro or con on the subject, and place Mrs. Ellen Jaggers and M ! end spring
our \.UllIIIJI}\ at \rrl' tl]\ ‘H\l} . "\!r-l:: ety : : ; E o 3 . e

Look! Look

Come One! Come All!

"ojo The Clown and Little Pudgy

will be at the OPENING of the NEW . . MAY’S FUN
& MAGIC & GIFTS FROM THE SEA . . to give gifts
to all the children. . SATURDAY, MARCH 9th. . ..
New location, 636 Chetco ave. next to Coos-Curry Elec.

|
OPENING SPECIALS

EARRINGS!——EARRINGS—EARRINGS .. 10c pr.

Wrist Watches 1 year guarantee .......... $4.95
Hand tooled Leather Purses Large Size. . . ... $12.95

Small Size...... $ 9.95
Hand Tooled Shoes ... ... 207, Off Regular Price

Above Items add 107, Tax

We are still doing watch repairing—$6.95 flat rate
for all your watch needs to put it in 1st class condition
Work guaranteed for One Full Year

Clarice and May Say

Cake and Coffee will be served Open 10 a.m.
to all grownups till 8 p.m.

Chetco Mit.

PHONE - 2411

isquicl{ torge 376
sego Milk 2 for 27¢
Sugar  §i 98¢

S Durkees Va Gal.
(ORNED BEEF - 49¢b MARGARINE PUREX

Pork Shoulder
| STEAKS
pound 49c

LARGE FRANKS - 39¢<lh

Bacon Squares
pound . ... 2g¢ || babbage .

"ORR'S Jae || ORANGES ™' Oc¢




